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ABOUT 
RE/MAX CORE REALTY INC.
Buying or selling a home is likely the largest and most im-
portant transaction you’ll ever make. That’s why so many 
trust RE/MAX: the most widely recognized real estate 
brand in the world.  For more than 20 years, RE/MAX has 
been the leading real estate organization in Canada. By 
providing the best training, administrative and marketing 
support, brokers and agents are free to focus on what 
they do best: sell real estate. RE/MAX sells 1 in 3 homes in 
Canada and the most real estate in the world. 

Our RE/MAX CORE office houses the top agents in Ot-
tawa and features a modern 12,000 square foot office 
that is centrally located in the Core, only minutes to 
downtown Ottawa. Our office is strategically locat-
ed in the busiest, fastest growing shopping district 
in the city with convenient free parking. Our aim is 
to provide cutting edge technology and innovative 
amenities to our agents so they can serve you better. 

RE/MAX CORE REALTY INC.

613.739.5959
485 Industrial Avenue
Ottawa, Ontario, K1G 0Z1, Canada
www.remaxcore.com
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SELLING
INFO



WHO YOU WORK WITH 
MATTERS!
You have decided to sell your home.  You’re anxious 
to start the process, but you really want to make sure 
you have the right person working to sell your home 
for all it’s worth. Before anything else, it is a good idea 
to sit down with an experienced agent and clarify your 
motivations and draw up a basic time frame and detailed 
outline of the selling process.  But first, there are a few 
questions you may need to ask yourself before listing 
your home.

WHY SELL?
Why do you want to sell your property? Do you plan 
on simply moving to a larger home or property, or do 
you plan on moving to another neighbourhood, 
school district, city or province? You might think 
your reasons are obvious, but it would be helpful 
for you to consider the implications of each option 
for your lifestyle, opportunities, and finances. 
Being clear about your intentions for selling will 
make it easier for the agent to determine the most 
appropriate option for your specified financial, 
lifestyle, and real estate goals.

WHEN SHOULD I SELL?
You should immediately establish your time frame 
for selling. For many sellers, it is an urgent matter, 
and for others, not so much.  Obviously, serious 
sellers would like to sell as quickly as possible 
and for the most amount possible, however, it is 
good to know what the most effective plan of 
action is before listing your home. If you need to 
sell quickly, I can speed up the process by giving 
you a complete market analysis and action plan to 
obtain all of your goals. If there is no pressing need 
to sell immediately, you can sit down with me to 
thoroughly review the current market conditions 
and find the most favourable time to for you to sell.
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where do buyers

COME FROM?



first steps
buyers take when looking
for a home

Internet (home searches & research)

REALTOR®

Call on yard sign

Friend/relative/neighbor

Open House

New Builder

Local newspaper & magazines

Knew the seller

51%

34%

4%

4%

4%

2%

1%

1%

07





THE REAL FACTS
When you’re ready to take the next step toward selling your home, I am here 
to help.  My comprehensive marketing plan will get your home seen by thou-
sands of motivated buyers.  Ultimately, my goal is to get your home the most 
exposure necessary.

THE RIGHT PRICE
I will thoroughly put together a custom marketing plan with an effective price. 
A well priced home often generates competing offers and drives up the final 
sale value. My market analysis takes into account the most actively searched 
prices and home values throughout your area, including expired listings, for 
sale by owner and properties still on the market.

THE RIGHT EXPOSURE
When I market your home, I develop a listing that emphasizes its unique and 
saleable aspects. I then put your home in front of buyers, establishing it on the 
local MLS®, other websites, new listings sheets, and real estate publications. 
My nation-wide network of professional real estate contacts and buyers 
will also have the opportunity to check out your listing.

EFFECTIVE INTERNET MARKETING 
I will use the Internet and my innovative website to make your listing 
highly visible. With more than 80% of buyers checking the web first 
when looking for a home, this is a part of your marketing strategy that 
you can’t afford to miss.

THE BEST DEAL 
When I list your home, I will do so at no additional cost. When you 
start to get offers, I can represent you during this emotionally charged 
negotiating process and ensure that you get the best price, and 
favourable closing terms that are clearly spelled out. As your professional 
aide, I also oversee all paperwork related to the sale.

TRUSTED ADVICE
SELL YOUR HOME WITH A PROFESSIONAL
My proven and successful marketing plan is designed to create results 
and get your home SOLD - fast!  A vast understanding of the real estate 
market and years of experience in innovative marketing accelerates the 
selling process through my marketing plan.
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SELL YOUR HOME!



products that help

SELL YOUR HOME!

MARKETING PRODUCTS 
Advertising is important.  Exposure is key.  Having the right 
products not only helps define your home, but also helps 
highlight the great qualities of your home.  However, great 
qualities cannot be highlighted in poor products.  They go 
hand-in-hand.  My premium marketing products will meet 
and even exceed your expectations.  These products include: 

YARD SIGNS: 
A great way to advertise the availability of your home to 
people with an interest in your neighborhood or those who 
are becoming acquainted with your community. A yard sign 
is the #1 way to show your home is for sale. The RE/MAX yard 
sign is one of the most trusted real estate symbols in Canada. 
RE/MAX real estate associates are known for their high quality 
service and advice.  When home buyers see that sign in your 
yard, they understand that you’re working with a trusted 
brand and that you are marketing for maximum exposure.

BROKER TOURS & OPEN HOUSES: 
The broker tour opens up your home to agents from 
other various firms.  It is a great way to expose the 
great qualities of your home that may be otherwise 
missed. It is also a great way for other agents to bring 
their buyers in to see your property.  

SALES BROCHURES & FACT SHEETS: 
I am committed to marketing your home with high 
quality materials that represents the time and effort 
you have taken in obtaining and maintaining your 
home.
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I use the Internet and all online tools to help sell your home. With more than 
80% of buyers checking the web, getting online is the most effective and 
efficient way to connect with potential buyers.  My web presence and online 
network will help me show your home to thousands of buyers online.

Below shows that 99% of people search for a home using three main search 
engines. I make sure to connect with as many potential buyers and agents 
with buyers as possible on these platforms.

More than half of all home buyers search online first when looking to 
purchase a home.  It is vitally important that your home receives the ex-
posure it needs in order to sell.  I make sure my web syndications allow 
your home to be shown on my website and high-traffic sites as well.

ONLINE PRESENCE
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MARKETING YOUR PROPERTY

FEATURE SHEETS
Individually prepared written information on your home enhances the mar-
ket process. Buyers and other agents are made aware of the unique and 
sometimes hidden features of your home.

AGENT OPEN HOUSES
On predetermined days, all agents are invited to preview your home to be-
come familiar with its features and benefits.

MULTIPLE LISTING SERVICE
We cooperate with all members of the local multiple listing associations. 
Your property is available to real estate salespeople representing other 
firms. Total cooperation with all association members improves your mar-
ket position.

PUBLIC OPEN HOUSES
Open houses are held when consistent with your marketing needs. 
This exposes your home to potential buyers who would not have 
otherwise seen the property. It guarantees immediate professional 
assistance to interested parties.
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My approach is simple — I do what it takes to sell your home in a timely manner 
for all it’s worth.

COMPREHENSIVE:
Even though my sales approach is comprehensive, communication is the vital 
component to my success.  I will involve you in every step of the process. 
Whether it is establishing a sales price, holding open houses, accepting offers, 
or closing the deal, I will communicate with you on a regular basis. 

SALES INFO - DAYS ON MARKET:
Lowering the number of days on the market is an essential asset to help you 
move on with your life. It could be the difference between 10’s of 1000’s of 
dollars and can give you the piece of mind and comfort needed while helping 
you take the next step in your life.

SALES INFO - LIST TO SALE PRICE:
It is one thing to close quickly, but most agents who have quick closings 
usually end up costing you more money and are typically below the 
market average.  However, it takes a dedicated, well organized, well-
informed agent to close quickly for above average list to sale price.  The 
difference can be thousands of dollars in your pocket.

II TRUSTED ADVICE II
ASK FOR A FREE HOME EVALUATION
A well-priced home will generate lots of interest and sell quicker.  There’s 
even a chance of receiving multiple offers resulting in a higher final sale 
price. My  free market analysis takes into account the most actively 
searched prices and comparable homes in your community so that you 
have a detailed evaluation of what your home is worth in today’s real 
estate market.

MY SALES APPROACH
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One of the most important questions people looking to sell their home have is: 
“What will my house sell for in today’s market?”

We have a very dynamic real estate market. Prices can change due to local, 
regional, national and international economic conditions, net migration to the 
city, political sentiment and of course inventory levels determined by supply 
and demand.
 
You need to have a real estate professional like me to give you a comprehen-
sive look at properties that have sold in your neighborhood in the recent past. 
This is critical! 

Factors that determine what your home is worth:
• area above grade and total number of bedrooms
• recent renovations, upgrades and/or updating
• basement development with a bedroom and/or a suite plus walkout
• number of garage parking stalls
• location in the community: quiet or busy street, cul-de-sac, across       

from a park, views, etc.

Another important factor is the “opinion of value”.  Properties priced 
too high will sit on the market and become “shop worn.” Ideally, the 
property should be priced at Comparable Market Value. Studies contin-
ue to show that a property listed at 15% over market value has a 20% 
probability of sale; 10% over market value has a 30% probability of sale; 
5% over market value has a 50% probability of sale. Properties priced at 
market value have a 95% probability of sale.

The method most often used in evaluating single family homes is the 
Comparable Method. A property is worth what the buyer is willing to 
pay for it and this is determined by the basic laws of supply and de-
mand. These two factors are evaluated by comparing the home with 
similar homes that have sold within the market area, with appropriate 
consideration given to location, amenities lot size, condition, and fi-
nancing terms.

HOME EVALUATION
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DETERMINING THE MARKET VALUE OF YOUR HOME 

INTRODUCTION
Before you put your home up for sale, you must set the price. And before you 
can do that, you must know what the house is worth. That doesn’t mean what 
you paid for it, or how you upgraded it. Determining worth is simply finding out 
what someone would pay for it.

The real estate market is in constant flux, not only as a whole but in particular 
areas as well. Knowing what is going on in the overall and local real estate mar-
kets will help you understand how these conditions can affect the sale of your 
home.

UNDERSTAND MARKET CONDITIONS
Buyers Market: The supply of homes on the market exceeds demand. Prices 
stable or perhaps dropping. Sellers Market: The number of potential buyers 
exceeds the supply of homes on the market. Homes sell quickly, prices usual-
ly increase. Balanced Market: The number of homes on the market is roughly 
equal to the demand.

MAJOR FACTORS AFFECTING MARKET VALUE
Mortgage rates. Price. Condition of property. Location, location, location. 
Supply and demand. Seasonal markets.

ASKING PRICE
Once you and your agent have determined your home’s worth, you will 
determine the asking price. Our goal is a price that will attract a willing 
and able buyer, in a reasonable time, at the best price. The price should 
not exceed market value by more than 5%. If the price is set too high, it 
may deter prospective buyers. If the price is set too low, buyers may be 
skeptical and may offer less than asking price

COMPARATIVE MARKET ANALYSIS
You receive a written estimate of value based on the analysis of: Similar 
Homes for Sale Now – this shows what homes we are competing against. 
Buyers compare your home to these homes. Similar Home Recently Sold 
– these tell what buyers are willing to pay for this kind of home, in this 
area, at this time. Expired Listings and Similar Homes unsold for 90 days 
or more – illustrates problems of overpricing.

YOUR HOME’S VALUE
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preparing your

HOME TO SELL
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INTRODUCTION - You can help get the results you want by staging your 
home. Staging is not about redecorating your entire home. It is about re-
arranging what you do have and making a few improvements to appeal to 
more buyers.

If you don’t want to do this yourself, ask your agent to recommend a profes-
sional stager. It can pay for itself by helping sell your home more quickly and 
for a better price.

CREATE GREAT CURB APPEAL - Make the first impression count. Clean 
up, paint front windows and doors, keep the lawn mowed and the bushes 
trimmed, plant or pot colourful flowers, clear the sidewalks.

DE-CLUTTER - Less is more in creating home appeal. Keep counters free of 
personal items, pare furnishings down to the bare essentials, pack up those 
cute knick-knacks.

MAKE THE HOUSE SHINE - A home in immaculate condition sells more 
quickly – and for more money. Wash windows inside and out, make sure 
kitchen and bath features gleam, shampoo or replace carpeting, clean and 
dust throughout, take care of any pet odours.

DE-PERSONALIZE - You want buyers to imagine themselves living in 
your home. Pack up those family heirlooms and personal photographs.

MAKE MINOR REPAIRS - Don’t let maintenance shortcomings affect 
the sale. Patch any holes in the walls. Consider painting them in a 
neutral colour. Replace cracked floor or counter tiles, fix leaky faucets 
and doors that don’t close properly, replace burned-out light bulbs.

REMOVE FAVOURITE ITEMS - If buyers don’t see something, they 
won’t want it to be part of the deal. Remove fixtures or window cov-
erings now if you’re going to take them with you.

WATCH YOUR PETS - Dogs and cats are great companions, but when 
you’re showing your home, pets have a talent for getting underfoot. 
So do everyone a favour, keep Kitty and Spot outside, or at least out 
of the way.

THINK SAFETY - Homeowners learn to live with all kinds of self-set 
booby traps: roller skates on the stairs, extension cords, slippery 
throw rugs and low handing overhead lights. Make your residence as 
non perilous as possible for uninitiated visitors.

BE PREPARED - You never know when your agent may need to show 
your home on a moment’s notice. So make your beds and tidy up 
each morning, just in case.

DEFER TO EXPERIENCE - When prospects want to talk price, terms 
or other real estate matters, let them speak to an expert – your Real 
Estate Sales Associate.





INTRODUCTION
Your agent will: Review documents, Assist in qualifying purchasers, Help 
you make the appropriate response, Assist in drafting counter-offers when 
necessary, Negotiate top dollar for your home, Handle all negotiations so you 
don’t have to.

FINANCING
In today’s ever changing financial market, we know the best sources for real 
estate financing. Your agent’s experience helps ensure financing is obtained 
where a less experience might fail.

DISCLOSURES
You will have completed a Seller Property Information Statement prior to the 
offer presentation. This form will outline any material defects that may be 
present at your home. These material defects MUST be disclosed if known to 
you.

CONDITIONS
Most offers will have conditions attached to them. For example: 
Conditional Upon Financing, Conditional Upon Home Inspection, etc. 
We will discuss these further when they arise.

DEPOSIT MONEY
If all of the above goes well, the Buyer(s) will be putting up some money 
to show you they are sincere about purchasing your home. Your agent 
will give you guidelines for how much this should be.

EXTRAS
The Buyer(s) may request additional items be included in the sale of the 
home such as fixtures furnishings and appliances. You may be willing to 
negotiate these items depending on the price offered to you.

CLOSING
The transaction is not complete until you receive full payment, the deed 
is delivered and the buyer takes possession of the property.

OFFER PRESENTATION
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CLOSING THE DEAL

Ready to close the deal? Maybe not.

Sometimes unforeseeable issues arise just prior to closing the sale. Hopefully, with 
negotiation, most of these have a workable solution. Unfortunately, this is not 
always the case. But don’t panic. Another buyer might still be found who is willing 
to accept the house as is.

Imagine that your prospective buyers are a couple with young children. They 
envision your unused attic as the perfect playroom for the kids but, before closing 
the deal, they request an inspection to see if it’s safe and also if they will be able 
to install a skylight to provide natural light to the new space.

This inspection reveals that under the shingles that are in good condition is a roof 
that will only last another year or two. The prospective buyers immediately balk, 
not wanting to incur the time and cost of replacing the roof. Their plans were 
to move in and only have to spend time and money renovating the attic. The 
additional cost of the new roof, they say, is just too much.

At this point, you sit down with the prospective buyers and calmly discuss 
the situation and how it can be solved to the benefit of all. First, you agree 
to get another professional opinion on what really needs to be done. 

Inspectors are only human, and are not infallible. Once the extent of the 
damage is agreed upon, you can jointly decide what to do about it. While 
the buyers hadn’t planned on that expense, you show them that instead of 
a limited roof life that they would get with most existing homes, they’ll have 
a new worry-free roof that won’t cost them in repairs for the next decade or 
so. Since the roof wasn’t in as good shape as you had thought, you agree to 
lower the purchase price to help offset the cost of the new roof.

By negotiating calmly and looking at all possibilities, what could have been 
a “deal breaker” can be turned into a win-win situation for both the buying 
and selling parties. In other cases, the most workable agreement for both 
parties might be for the deal to be called off. The seller can always find an-
other buyer and the buyer can always find another home.

To protect yourself against last minute “buyer’s remorse,” make sure the 
purchase contract anticipates and closes as many loopholes as possible 
after all known defects have been fully disclosed.
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THANK YOU
FOR THE OPPORTUNITY
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FOR THE OPPORTUNITY
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McCune Real Estate Team
YOUR #1 SOURCE FOR ALL THINGS REAL ESTATE



 www.FindOttawaHomes.com


